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ABSTRACT
The housing industry for the elderly has changed from

being primarily the effort of charitable organizations to include a
large number of for-profit businesses. Psychologists interested in
dealing with this industry will have to be aggressive. Important
considerations include the following: (1) managers make decisions
about finances, products, and services which impact older persons;
(2) these entrepreneurs create and manage capital which makes new
living and health care options available; (3) psychologists should
try to learn from those who have been in the business; (4) potential
clients for psychologists include entrepreneurs trying to enter the
industry; (5) many who want information do not want to pay for it;
(6) large companies do not want consultants, but want to hire their
own people; and (7) small companies are more interested in
consultants' data than are large companies. Psychologists working
with industrial clients should read industry journals and attend
industry meetings; identify practitioners' information needs and
supply that information; make recommendations based on data,
experience, and current psychological and gerontological information;
and accept a timetable. Industrial parties should be sure the
psychologist knows what they want, anticipate questions, share
insight, insist on understandable terminology, give a deadline, and
insist on discussions of implications. By working with industry,
psychologists can contribute to the creation of better long-term care
settings. (ABL)
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INTRODUCTION

I WILL SPEAK TODAY PRIMARILY OUT OF MY EXPERIENCE IN RESEARCH AND

ORGANIZATIONAL CONSULTATION BECAUSE THAT'S WHAT I'VE BEEN DOING FOR

THE LAST NINE YEARS.

WHAT IS THE NATURE OF THE INDUSTRY

THE LONG TERM CARE INDUSTRY IS CHANGING DRAMATICALLY RIGHT NOW AND IS

LIKELY TO CONTINUE TO DO SO.

UNTIL QUITE RECENTLY, LONG TERM CARE WAS LIMITED TO TRADITIONAL

NURSING HOMES, NON-PROFIT HOMES FOR FRAIL AND FREQUENTLY LOW INCOME

ELDERLY, A SMALL NUMBER OF NON-PROFIT LIFE CARE COMMUNITIES FOR MIDDLE

AND UPPER INCOME PERSONS AND EVEN FEWER RESORT TYPE COMMUNITIES SUCH

AS LEISURE WORLD AND SUN CITY CENTER.

NOW, A NUMBER OF NURSING HOMES ARE ENGAGED IN COMMUNITY OUTREACH

PROGRAMS, SUCH AS DAY CARE AND RESPITE CARE. MORE OPTIONS FOR PRIVATE

PAY HOME HEALTH CARE ARE AVAILABLE. SOME TRADITIONAL HOMES FOR THE

AGED HAVE CLOSED WHILE OTHERS HAVE EXPANDED THEIR SERVICES TO INCLUDE

MORE HEALTH CARE OR MORE INDEPENDENT LIVING OPPORTUNITIES. SOME LIFE

CARE COMMUNITIES CONTINUE IN THE SAME PATTERN AS IN EARLIER YEARS BUT

OTHERS HAVE CHANGED THEIR CONTRACTS AND SERVICES IN ORDER TO REACH A

WIDER OR MORE TARGETED MARKET OR TO SURVIVE IN LIGHT OF NEW

COMPETITION. NEW RENTAL RETIREMENT COMMUNITIES RANGE FROM OFFERING

FEW SERVICES TO MANY SERVICES, SOME INCLUDING SKILLED NURSING CARE.

SOME OF THE RETIREMENT RESORT COMMUNITIES HAVE ADDED MORE HEACTH CARE

AND OTHER SUPPORT SERVICES. HOSPITALS HAVE ADDED LONG TERM CARE



UNITS. CONDOMINIUMS AND CO-OPS ARE BEING BUILT WITH INTEGRATED HEALTH

AND OTHER SUPPORT SERVICES. RETIREMENT COMMUNITIES ARE BEING BUILT

WHICH TIE INTO INSURANCE PLANS AND FINANCIAL SERVICES.

IN EARLIER YEARS, MOST EVERYTHING THAT WAS BUILT FILLED UP, NOT

BECAUSE THE DEVELOPERS KNEW MUCH ABOUT THE SPECIFIC DEMAND FOR THAT

TYPE OF COMMUNITY, BUT BECAUSE THE NEED AND INTEREST FOR LONG TERM

CARE SO WAS WIDE AND SO DEEP, THAT THEY COULD HARDLY GO WRONG.

THAT SITUATION NO LONGER EXISTS. MUCH SPECULATION AND RAPED GROWTH IS

GOING ON WITHIN THE INDUSTRY. MUCH NEW MONEY INCLUDING MAJOR

CORPORATIONS AND MANY NEW PLAYERS ARE ENTERING THE FIELD. MUCH

MANEUVERING IS GOING ON IN THE ATTEMPT TO CAPTURE PART OF THE DIVERSE

SENIOR MARKET. A DEVELOPER FRIEND OF MINE WHO IS ALSO A SCUBA DIVER

CALLS IT A "FEEDING FRENZY". SOME NEW PROJECTS ARE FAILING BEFORE

THEY GET BUILT BECAUSE THE DEVELOPERS DIDN'T DO ADEQUATE MARKET

RESEARCH, I.E., THEY DIDN'T FIND OUT WHAT WAS NEEDED AND WANTED. SOME

OLDER PROJECTS ARE HAVING TROUBLE STAYING FILLED BECAUSE OF NEW

COMPETITION. BUT, THE BOTTOM LINE IS THAT THE NUMBER OF UNITS WHICH

PROVIDE SHELTER AND SERVICES IS INCREASING BY THE HUNDREDS EACH MONTH.

CONSUMERS ARE ALSO BECOMING MUCH MORE SOPHISTICATED. MOST PEOPLE WHO

GO LOOKING FOR RETIREMENT HOUSING HAVE VISITED OR AT LEAST RECEIVED

INFORMATION FROM A NUMBER OF OTHER FACILITIES. AN INCREASING NUMBER

OF PERSONS WHO RETURN OUR COMMUNITY SURVEY QUESTIONNAIRES WRITE IN

THEIR DESIRE FOR SERVICES OR FEATURES THEY WOULD LIKE IF WE HAVE

MISSED MENTIONING SOMETHING THEY HAVE SEEN ELSEWHERE.



INVOLVEMENT IN THE INDUSTRY NO LONGER CARRIES WITH IT A RELATIVELY LOW

OCCUPATIONAL IMAGE AND JOB STATUS. IT IS NO LONGER PRIMARILY AN

EFFORT OF CHARITABLE ORGANIZATIONS. INSTEAD, IT INCLUDES A LARGE

NUMBER OF FOR-PROFIT ENTREPRENEURS. IN FACT, THE ELDERLY ARE BIG

BUSINESS!

THE ONLY NATIONAL VOLUNTARY MEMBERSHIP ORGANIZATION OF FACILITIES

WHICH EXISTED FOR MANY YEARS WAS THE AMERICAN ASSOCIATION OF HOMES FOR

THE AGING, KNOWN AS AAHA. THAT ORGANIZATION CONTINUES TO ADMIT TO

MEMBERSHIP ONLY NON-PROFIT FACILITIES. THE LARGE MAJORITY OF THE

NEWER FACILITIES ARE BEING DEVELOPED BY FOR-PROFIT COMPANIES. MANY OF

THE DEVELOPING COMMUNITIES ALSO PREFER AN IMAGE WHICH CLEARLY

SEPARATES THEM FROM MORE TRADITIONAL NON-PROFIT HOMES FOR THE AGED AND

FREE STANDING NURSING HOMES. As A RESULT, OVER THE LAST TWO YEARS,

TWO NEW ORGANIZATIONS HAVE EMERGED, ONE, BASED IN FLORIDA, IS THE

LIFE CARE COUNCIL. IT IS NOW CHANGING ITS NAME TO REFLECT ITS BROADER

MEMBERSHIP AND CONCERNS. THE OTHER HAS OFFICES IN ANNAPOLIS, MARYLAND

AND HAS TAKEN THE NAME, THE NATIONAL ASSOCIATION OF SENIOR LIVING

INDUSTRIES, IT HAS GROWN VERY RAPIDLY ON PURELY A SPONSORED

MEMBERSHIP BASIS AND IS ALREADY DEMONSTRATING ITS ABILITY TO HAVE A

MAJOR IMPACT ON THE INDUSTRY AND ON SOCIETY.

WHO ARE THE PSYCHOLOGISTS WHO ARE INTERESTED IN LONG TERM CARE?

OVER THE LAST TWO YEARS AN INFORMAL NETWORK OF PSYCHOLOGISTS

INTERESTED IN LONG TERM CARE HAS BEEN GROWING. AT FIRST, IT WAS

CALLED THE "NURSING HOME NETWORK". WE IMMEDIATELY RECOGNIZED THAT
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NAME WAS TOO LIMITED. IT WAS NOT BROAD ENOUGH EVEN TO ENCOMPASS THE

PERSONS WHO WERE INVOLVED AT THE OUTSET. THE GROUP HAS NOW VOTED TO

BE KNOWN AS "PSYCHOLOGISTS IN LONG TERM CARE". CLINICAL, APPLIED

RESEARCH AND ORGANIZATIONAL BEHAVIOR ARE THE ORIENTATIONS REPRESENTED

IN THE CURRENT MEMBERSHIP. WE ARE MAKIUG A SPECIFIC EFFORT TO ADDRESS

ISSUES OF CONCERN TO THOSE THREE INTEREST GROUPS.

A NEWSLETTER HAS KEPT US IN TOUCH BETWEEN A.P.A. AND GERONTOLOGICAL

SOCIETY MEETINGS. DIVISION 20 MADE A CONTRIBUTION TO HELP WITH THE

INITIAL MAILING COSTS. THE NEWSLETTER HAS BEEN EDITED BY FRANCES

WILCOX AND HAS BEEN OF HIGH QUALITY. NEARLY 200 PERSONS HAVE

REQUESTED THE NEWSLETTER.

A PRE-CONVENTION WORKSHOP ON CONSULTING SKILLS WAS SPONSORED BY THE

NETWORK AND ORGANIZED BY RITA GUGEL. THIRTY PEOPLE PARTICIPATED IN

THOSE SESSIONS.

THE GROUP HAS NOW PUBLISHED A DIRECTORY EDITED BY FRAN WiLCOX BASED ON

VOLUNTARILY SUBMITTED INFORMATION. WE HAVE FELT THE NEED FOR MORE

INFORMATION ABOUT EACH OTHER AND TO HAVE A DOCUMENT WHICH COULD BE

SHARED WITHIN THE INDUSTRY. THE DIRECTORY DESCRIBES THE PURPOSE OF

THE NETWORK AND INCLUDES THE SELF-DESCRIBED INTERESTS, EXPERIENCE AND

PROFESSIONAL CREDENTIALS FOR EACH PERSON LISTED.

THE NETWORK OBVIOUSLY DOES NOT INCLUDE ALL THE PSYCHOLOGISTS WHO ARE

WORKING IN OR WHO WOULD BE QUALIFIED TO PROVIDE SERVICES IN LONG TERM

CARE SETTINGS. IT IS A BEGINNING, HOWEVER, AMONG PEOPLE WHO ARE



COMMITTED TO WORKING IN THE FIELD. TO IDENTIFY AND ADDRESS ISSUES OF

COMMON INTEREST AND CONCERN.

HOW CAN COMMUNICATION BETWEEN PSYCHOLOGISTS AND THE INDUSTRY BE

FOSTERED?

I HAVE CONCLUDED THAT, PARTICULARLY AS APPLIED RESEARCH AND

ORGANIZATIONAL PSYCHOLOGIStS, WE WILL HAVE TO STEP OUTSIDE OUR USUAL

WAYS OF OPERATING IN ORDER TO DEVELOP OPPORTUNITIES WITHIN THE

INDUSTRY.

THIS WILL REQUIRE SOME AGGRESSIVENESS ON OUR PART BECAUSE WE ARE

DEALING WITH AGGRESSIVE PEOPLE AND ORGANIZATIONS. WE HAVE TO BE ABLE

TO GET THEIR ATTENTION AND WE HAVE TO PRESENT A MESSAGE OR AN OFFERING

THAT TOUCHES A NEED.

THE FIRST SEVERAL YEARS OF MY CONSULTING WORK IN LONG TERM CARE WAS

DONE WITHIN THE FRAMEWORK OF A CONSULTING COMPANY WHERE I DID NOT HAVE

TO GENERATE MOST OF THE CLIENTS. THIS PERMITTED ME TO GET EXPERIENCE

IN A SUPPORTIVE ENVIRONMENT AND TO BUILD UP SOME DATA BASES.

DURING THE LAST YEAR WE HAVE BRANCHED OUT MORE IN THE ATTEMPT TO

DEVELOP NEW CLIENTS AND BROADEN THE DATA BASES. SEVERAL YEARS OF

PRESENTING AT A.P.A. AND THE GERONTOLOGICAL SOCIETY HAD NOT GENERATED

ANY NEW CONTRACTS. I HAD ATTEMDED INDUSTRY MEETINrS BUT HAD NOT MADE

PRESENTATIONS.



14ER THE LAST SEVERAL MONTHS. I HAVE MADE PRESENTATIONS TO THREE

INDUSTRY GROUPS AND HAVE ANOTHER SCHEDULED IN SEPTEMBER. I'VE HAD ONE

ARTICLE IN AN INDUSTRY PUBLICATION, WE HAVE HIRED AN ADVERTISING

CONSULTANT TO PREPARE TWO ADS WHICH HIGHLIGHT ASPECTS OF OUR WORK

WHICH I THINK ARE UNIQUE IN THE INDUSTRY. WE'LL HAVE TO WAIT AND SEE

IF THEY ARE EFFECTIVE IN LOCATING CLIENTS WHOM WE CAN HELP AND WHO

WILL CONTRIBUTE DATA TO OUR ONGOING BODY OF KNOWLEDGE.

THIS PROCESS OF DATA GATHERING IS FOREIGN TO MY TRAINING AS A

PSYCHOLOGIST BUT I'VE CONCLUDED IT'S ESSENTIAL IF WE ARE TO CONTINUE

TO GAIN ACCESS TO DATA IMPORTANT TO THE INDUSTRY AND TO PSYCHOLOGISTS'

UNDERSTANDING OF THE NEEDS OF OLDER PERSONS.

NOW I'D LIKE TO TELL YOU SOME THINGS I THINK YOU SHOULD KNOW ABOUT THE

PEOPLE WITHIN THE INDUSTRY WHO NEED YOUR SKILLS AND GIVE YOU SOME

ADVICE ON WORKING WITH THEM.

DEVELOPERS AND MANAGERS ARE FACED WITH MAKING DAY TO DAY DECISIONS

THAT DETERMINE WHETHER A MULTIMILLION DOLLAR PROJECT WILL GET BUILT OR

AN EXISTING FACILITY GO BANKRUPT. DECISIONS ARE MADE WHICH WILL

IMPACT THE PRODUCTS AND SERVICES AVAILABLE TO THOUSANDS OF OLDER

PERSONS. DECISIONS ARE MADE WHICH AFFECT THE IMMEDIATE HEALTH AND

WELL BEING OF HUNDREDS OF PERSONS.

THESE ENTREPRENEURS ARE THE ONES THAT HAVE CREATED AND MANAGED THE

CAPITAL WHICH HAVE MADE AND WILL MAKE NEW LIVING ARRANGEMENTS AND
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HEALTH CARE OPTIONS AVAILABLE. SOMETIMES THEY HAVE HAD TO MOVE

QUICKLY TO TAKE ADVANTAGE OF AN OPPORTUNITY - TO GET INTO A WINDOW IN

THE BOND MARKET OR TO TIE DOWN AN OPTION ON A POTENTIALLY DESIRABLE

PIECE OF LAND. THEY HAVE MADE SOME MISTAKES BUT THEY HAVE HAD SOME

WINNERS. IF DEVELOPMENT HAD BEEN LEFT TO US PSYCLIOLOGISTS, WE'D STILL

BE STUDYING WHAT TO BUILD.

PEOPLE WAO HAVE BEEN IN THE INDUSTRY FOR SOME TIME ALREADY KNOW A

GREAT DEAL ABOUT THEIR BUSINESS AND WE MUST TRY TO LEARN FROM THEM.

MOST HAVE BEEN FLYING BY THE SEATS OF THEIR PANTS, HOWEVER, WITHOUT

BENEFIT OF DATA.

THERE ARE MANY OTHERS JUST NOW TRYING TO ENTER THE LONG TERM CARE

FIELD WHO KNOW LITTLE ABOUT THE AGING POPULATION AND WHAT IS INVOLVED

IN THE INDUSTRY. YOUR POTENTIAL CLIENTS COULD COME FROM EITHER GROUP.

THE KINDS OF QUESIONS EACH WOULD ASK MIGHT BE DIFFERENT BUT BOTH COULD

USE YOUR SKILLS.

I SOM ETIMES GET THE FEELING THAT SOME DEVELOPERS, BOTH EXPERIENCED AND

INEXPERIENCED, DON'T WANT TOO MUCH INFORMATION. FOR SOME I THINK IT

WOULD REDUCE THE ENTREPRENEURIAL FUN. FOR OTHERS, THEY REALLY DON'T

WANT TO KNOW IT IF THE NEEDS AND DESIRES OF THE OLDER PEOPLE IN THE

AREA DO NOT SUPPORT WHAT THEY HAD ALREADY DECIDED TO BUILD. BUT MOST

ARE SEARCHING FOR INFORMATION. SOME GATHER IT BY VISITING EXI:7-1ING

FACILITIES IN OTHER LOCATIONS AND THAT IS AN IMPORTANT LEARNING

EXPERIENCE. IT IS IMPOR1ANT FOR YOU TO DO TOO. BUT, THAT INFORMATION

MAY OR MAY NOT BE RELEVANT TO WHAT IS NEEDED OR WILL WORK IN A

PARTICULAR COMMUNITY.



MANY WANT INFORMATION WHO DO NOT WANT TO PAY FOR IT. IT IS DIFFICULT

FOR SOME TO SEE THE VALUE OF SPENDING SEVERAL THOUSAND BEFORE THEY

RISK $30 MILLION.

I'M A LITTLE DISCOURAGED RIGHT NOW,WITH THE PROCESS OF NEGOTIATING

WITH LARGE CORPORATIONS WHO ARE ENTERING THE INDUSTRY.

MOST OF THE LARGE COMPANIES THAT ARE BRINGING LARGE AMOUNTS OF CAPITAL

INTO THE INDUSTRY DON'T WANT CONSULTANTS. I'VE BEEN TOLD MORE THAN

ONCE THAT THEY WOULD LIKE TO TALK ABOUT BUYING OUR COMMY OR A DATA

BASE BUT THEY DON'T WANT TO BUY OUR EXPERTISE ON AN HOURLY BASIS.

THEY WANT TO HIRE THEIR OWN PEOPLE, EVEN IF THOSE PEOPLE DON'T HAVE

ANY BACKGROUND IN THE INDUSTRY. THEY HIRE STAFF, GIVE THEM THE

ASSIGNMENT OF GATHERING INFORMATION, LITTLE MONEY TO WORK WITH AND

FEW DECISION MAKING POWERS.

WHEN A SMALL COMPANY OR INDIVIDUAL ENTREPRENEUR COMES TO TALK TO US,

WE KNOW WE ARE DEALING WITH PERSONS WHO MAKE THE DECISIONS. WITH

LARGE CORPORATIONS, THE PEOPLE WHO APPROACH US HAVE THE RESPONSIBILITY

TO BRING INFORMATION TO THE DECISION-MAKERS AND THEY NEED HELP IN

GETTING IT. THEY NEED THE BENEFIT OF DATA WE HAVE BEEN GATHERING OVER

THE LAST NINE YEARS. THEY GET VERY EXCITED WHEN THEY HEAR WHAT WE

HAVE AVAILABLE AND FEEL IT'S EXACTLY WHAT THEY NEED.

I'M NOT SURCWHAT GOES ON WITHIN.SUCH CORPORATIONS AT THAT POINT. IT

MAY BE THAT THOSE WITH THE RESPONSIBLITY TO GET THE INFORMATION ARE



AFRAID TO ADMIT THEY NEED SOMEONE ELSE. IT MAY BE THEY CANNOT

CONVINCE THEIR SUPERIORS OF THE NEED FOR THE DATA. IN ANY CASE, SOME

OF THE COMPANIES NOW ENTERING THE FIELD WHICH COULD EASILY PAY FOR

CONSULTING SERVICES ARE CHOOSING NOT TO DO SO. I MENTION THIS BECAUSE

ITS RELEVANT TO THE QUESTION AS TO WHETHER PSYCHOLOGISTS CAN MAKE A

LIVING WITHIN THE LONG TERM CARE INDUSTRY.

I WILL NOW OUTLINE SOME PRINCIPLES THAT I THINK ARE IMPORTANT IN

WORKING WITH CLIENTS WITHIN THE INDUSTRY.

1. READ INDUSTRY JOURNALS.

2. PARTICIPATE IN INDUSTRY MEETINGS.

3. DON'T ASSUME YOU KNOW WHAT PRACTITIONERS NEED TO KNOW UNTIL

YOU'VE TALKED WITH THEM AND LEARNED WHAT THEY KNOW ABOUT

THEIR SITUATION.

4. TRY TO IDENTIFY ISSUES AND QUESTIONS THAT REALLY WILL MAKE A

DIFFERENCE TO A. PRACTITIONER, E.G. SAVE HIM/HER MONEY, OR

REDUCE CURRENT OR POTENTIAL HEADACHES OF ONE SORT OR ANOTHER.

5. Do TRY TO FIGURE OUT WHETHER EXISTING GERONTOLOGICAL

INFORMATION WOULD PROVIDE USEFUL GUIDANCE TO THE DECISIONS

PRACTITIONERS HAVE TO MAKE.



6. WORK VERY HARD AT REPHRASING RESEARCH OR OTHER CONSULTATION

QUESTIONS UNTIL THEY CAPTURE THE ESSENCE OF THE

PRACTITIONER'S REAL CONCERNS.

7, DON'T BE AFRAID TO MAKE RECOMMENDATIONS BASED ON 'DATA. IF

YOU'VE DONE A STUDY WELL, GO AHEAD AND MAKE PREDICTIONS OR

RECOMMENDATIONS BASED ON YOUR FINDINGS. THIS IS A LITTLE

SCARY BECAUSE DECISIONS WILL BE MADE AS A RESULT. I'M

WAITING RIGHT NOW TO SEE WHETHER A TOTALLY NEW RESTRUCTURING

OF CONTRACTUAL OFFERINGS AND ADVERTISING BASED ON DATA WE

GATHERED WILL HELP SELL ENOUGH UNITS TO SAVE A PROJECT FROM

GOING INTO BANKRUPTCY.

8. SEPARATE CLEARLY WHAT YOU KNOW OR RECOMMEND WHICH IS BASED ON

DATA AND WHAT IS OPINION OR BASED ON ANECDOTAL EXPERIENCE.

9, BE WILLING TO SAY WHAT YOU DON'T KNOW AS WELL AS WHAT YOU DO

KNOW.

10, THE INDUSTRY HAS SO MANY OPINIONS RIGHT NOW, IT DOESN'T .NEED

ANY MORE UNINFORMED OPINIONS. WHAT YOUR CLIENT NEEDS :S

INFORMATION WHICH HE/SHE HAS NOT HAD BEFORE. EVEN MORE

CRITICALLY, THE INDUSTRY NEEDS PEOPLE WHO CAN INTERPRET AND

APPLY EXISTING AND NEW PSYCHOLOGICAL AND GERONTOLOGICAL

INFORMATION TO THE ISSUES AND CONCERNS OF THOSE WHO DEVELOP

AND MANAGE PRODUCTS AND SERVICES FOR OLDER PERSONS.



11. ACCEPT A TIME SCHEDULE FOR GETTING THE WORK DONE AND DO

EVERYTHING IN YOUR POWER TO STICK TO IT.

12. WE HAVE TO DEMONSTRATE OUR VALUE TO THE INDUSTRY. MANY

PEOPLE IN THE INDUSTRY KNOW LITTLE ABOUT PSYCHOLOGISTS.

OTHERS HAVE AN IMAGE OF US AS BEING UNINFORMED ABOUT THE

BUSINESS WORLD AND UNABLE TO ADDRESS PRACTICAL ISSUES . SOME

OF US ARE THOSE THINGS AND PREFER TO REMAIN SO. OTHERS OF US

WHO WANT TO HAVE SOME INFLUENCE IN THE LONG TERM CARE

INDUSTRY NEED TO FUNCTION DIFFERENTLY.

NOW I'D LIKE TO SHIFT AND FOCUS BRIEFLY ON WHAT I THINK INDUSTRY

PEOPLE SHOULD KNOW ABOUT YOU, AS PSYCHOLOGISTS, AND WHAT I WOULD

SUGGEST TO INDUSTRY PEOPLE THAT THEY COULD DO TO MAKE THE BEST USE OF

YOUR SKILLS.

PSYCHOLOGISTS ARE TRAINED TO GATHER INFORMATION WHICH IS VALID AND

RELIABLE, THAT IS, IT IS USEFUL AND CONSISTENT. THEY GO BEYOND OPINON

TO DOCUMENT THE BASES FOR THEIR CONCLUSIONS AND RECOMMENDATIONS. THEY

CAN PROVIDE YOU WITH ANSWERS THAT YOU CAN USE TO SIGNIFICANTLY REDUCE

THE RISKS YOU HAVE TO TAKE IN DEVELOPING OR ACQUIRING FACILITIES.

THEY CAN PROVIDE YOU WITH DATA WHICH CAN HELP YOU DESIGN MARKETABLE

PRODUCTS AND SERVICES. THEY CAN PROVIDE YOU WITH DATA AND INSIGHTS

WHICH WILL HELP YOU SOLVE MANAGEMENT PROBLEMS. THEY ARE ABLE TO

ANALYZE A WHOLE RANGE OF THINGS THAT CAN INFLUENCE THE BEHAVIOR OF

OLDER PEOPLE. THEY ARE SENSITIVE TO THE WAYS THOSE VARIABLES INTERACT

AS OLDER PEOPLE MAKE DECISIONS AND THEY ARE SKILLED IN MEASURING THOSE

VARIABLES.



I'VE LISTED SEVERAL PRINCIPLES THAT MIGHT BE USEFUL TO YOU IF YOU HAVE

SOME INTEREST IN DOING BLKINESS WITH A PSYCHOLOGIST.

1) BE SURE YOUR QUESTIONS ARE UNDERSTOOD AND THAT THE

PSYCHOLOGIST KNOWS HOW YOU WANT TO USE THE DATA HE/SHE WOULD

GATHER FOR YOU.

2) TRY TO ANTICIPATE QUESTIONS SO THAT TIME TO GATHER THE MOST

USEFUL DATA IS AVAILABLE. RESEARCHERS NEED TO BE CONCERNED

ABOUT YOUR TIME SCHEDULE AND YOUR BUDGET BUT DON'T ASK THEM

TO DO SLOPPY RESEARCH.

3) SHARE YOUR IDEAS, HYPOTHESES AND INSIGHTS INTO THE PROBLEMS.

YOU HAVE INVALUABLE PRACTICAL EXPERIENCE IN THE FIELD, BUT.

DON'T TELL THEM HOW TO APPROACH A PROBLEM OR CONDUCT THE

RESEARCH. LET THEM DEVELOP THE METHODOLOGY.

4) INSIST THEY EXPLAIN THEIR WORK IN TERMINOLOGY YOU CAN

UNDERSTAND. PSYCHOLOGISTS TEND TO USE THEIR OWN LANGUAGE.

DON'T LET THEM GET AWAY WITH TECHNICAL TERMS YOU DO NOT KNOW,

THE PROCESS OF SAYING IT IN DIFFERENT WORDS MAY HELP CLARIFY

ASPECTS OF THE STUDY FOR BOTH OF YOU.

5) GIVE THEM A DEADLINE, TELL THEM YOU WANT

INFORMATION AVAILABLE WITHIN A GIVEN TIME FRAME.

WHAT THEY CAN ACCOMPLISH WITHIN THAT TIME PERIOD.
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ASK THEM

IF THEY



SAY THEY CANNOT DO WHAT YOU NEED WITHIN THAT TIME, DON'T HIRE

THEM.

6) DON'T TRY TO INFLUENCE THE OUTCOME OF THE STUDY. IT WON'T BE

OF ANY REAL VALUE TO YOU IF YOU DO,

7) INSIST ON THE RESEARCHER DISCUSSING THE IMPLICATIONS OF THE

FINDINGS WITH YOU. BOTH YOU AND THE RESEARCHER WILL LEARN

FROM THE PROCESS.

WHILE THE STYLE NEEDED TO WORK WITHIN THIS INDUSTRY MAY BE DIFFERENT

FROM YOUR USUAL MODEL OF FUNCTIONING, IT IS WORTH DEVELOPING. WORKING

WITHIN THE INDUSTRY WILL GIVE YOU A CHANCE TO APPLY YOUR SKILLS AS A

PHSYCHOLGIST IN NEW WAYS AND HENCE WILL EXPAND YOUR EXPERTISE. You

MAY BE ABLE TO HELP PREVENT UNNECESSARY AGONY FOR DEVELOPERS, MANAGERS

AND RESIDENTS AND CONTRIBUTE TO THE CREATION OF BETTER LONG TERM CARE

SETTINGS.


